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H

ow time flies, this is my fourth and final newsletter message as REIC Toronto Chapter 2014-2015 president. The
experiences gained cannot be measured. Being the president
means experiencing fulfillment as the Board and the various
committees performed for the good of the membership.
“Learn from yesterday, live for today, hope for tomorrow.” (Albert Einstein)

PRESIDENT
Walter L.K. Lui, FRI, CPM®
PAST PRESIDENT
Ken Finch, FRI, CPM®
PRESIDENT ELECT
Eugene Korneluk, BA, CPM®
SECRETARY-TREASURER
David Roberts, CLO
DIRECTORS
Carmela Corrado, CLO,FRI
Don Kottick, FRI, CRES
Heidi Noel, FRI
Alex Pino, FRI
John Bowen, FRI, CPM®, ARP

REIC Mission, Core Values, Vision
Our Mission
The Real Estate Institute of Canada’s
objective is to advance professionalism
in the real estate industry.
Our Vision
An organization leveraging our diverse
expertise to benefit all stakeholders
Core Values
We believe in:
The value of high ethical standards
The benefit of experience
The power of knowledge and the
importance of sharing it
The strength of our diverse professional
community
Discover the benefits of choosing a
professionally designated REIC member.

I want to use this final president’s message to express my thoughts on a topic that
I believe is of particular importance for REIC moving forward.
Involvement
In my first newsletter message, I challenged all members to get involved. There
are unlimited options. Participate in the Chapter events, join building tours and
industry series, volunteer in different committees and task forces, be a mentor or
a mentee, just to name a few.
Someone said that the best way to take full advantage of your membership benefits was to volunteer. I wholeheartedly agree! The spirit of REIC is embedded
in its letters: Retain, Engage, Inspire and Commit. Volunteering is for everyone.
Some of us just discover that later than others… So – why wait?
I look forward to the years to come. Even as my term as President comes to a
close, my commitment to and active involvement in the REIC and Toronto Chapter will carry on.
Thank You
Serving as President of the REIC Toronto Chapter has indeed been a privilege,
a great experience and… a major challenge. As my time nears to step aside, I
would like to respectfully express my gratitude to you all, my friends and our
members, for the honor bestowed upon me in granting me the opportunity to
serve you as your President for the past year. Thank you for the trust you placed
in me and the encouragement you have given me over the years.
Walter L.K. Lui, FRI, CPM®
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Upcoming Events
with the

Real Estate Institute of Canada

Chapter
Congratulations to Newly Designated Toronto
REIC Members
Sunny Bedi, FRI
Thanks
to our
Timothy Brown, FRI
SPONSORS

Vijitha Bulathsinghala, CRES FRI

Zorana Jovanovic, CLO

Upcoming Events
Stephen Li, FRI

Ana Lopes, CLO

18 Industry
Leader Series – Donald Schmitt
Sunny Sharma, FRI
Ramona
Ursu,
September 26 Meet
& Greet
withCLO
REIC FRI
Toronto Chapter
September

Agatha Chao, FRI
Payam Ghaeinizadeh, FRI
Daljinder Gill, CRES FRI

Mentors
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Li Huang Xie, FRI

November
2013 REIC Toronto Chapter Awards Dinner Westin Prince Hotel

Kevin Gillen, FRI

Thanks to ourNovember
Sponsors
- Toronto 2015 Pan American / Parapan American
Tel | Cell | Fax
416 443 0300
416 520 5544
416 443 8619
Email | Web
Realtor@Kenfinch.net
www.KenFinch.net

Shops at Don Mills
8 Sampson Mews, Ste 201
Toronto, Ontario, M3C 0H5

Games Presentation & Tour
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December Building Value Through Site Expansion: A Case
Study of Yorkdale Shopping Centre
December - Holiday Social

Office: 416 443 9250
Fax: 416 443 9260
email: johroberts@trebnet.com
JOHNMARK E. ROBERTS, FRI
Broker of Record
209-1370 Don Mills Rd., Toronto, ON, M3B

INTERESTED IN A REAL ESTATE RELATED
BUILDING TOUR OR EVENT?
PLEASE SEND US SUGGESTIONS TO
events@reictoronto.com
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Upcoming Events

21 AGM – Holiday Inn Yorkdale
April 30 Springfest– Panel Discussion – Repurposed Buildings
April

May

20 Industry Leader Series – Steven Taylor

May

26-28 REIC/IREM Leadership Conference - Vancouver

Disgruntled Condo Owners – Watch Those Time Limits!
By Martin Rumack, Lawyer
with 120 spaces, as well as retail and commercial
space.

A

recent Ontario case highlights the importance of
timeliness: Unhappy condo owners must assert
their rights in a timely manner, otherwise they may
find themselves out of time to sue for a court-ordered
remedy.
The case involved Renaissance Plaza, a 26-story condominium in downtown Toronto. The building contained residential units, and indoor parking garage
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Owners’ parking was dealt with in one of two ways:
Some condo owners had written agreements with the
condominium corporation for their parking spaces,
which renewed automatically; others had monthly
arrangements with the corporate owner of certain retail parking spots which could be terminated on one
month’s written notice. When that second corporation terminated the arrangement with those owners
having month-to-month arrangements, the residential
condo corporation tried to help resolve the issue by
essentially bringing a lawsuit on the affected owners’
behalf. Unfortunately, it lost that court action, and
incurred significant legal fees in the process.
What followed next triggered a second lawsuit, this
time brought by certain owners against the condo
corporation’s Board of Directors itself.
After incurring the hefty legal fees in the initial court
action, the condo corporation decided to recoup
those fees in a creative way: It imposed a Special

Assessment on each of the individual condominium
owners, calculated at $7 per square foot. In April
2011 the Board of Directors passed a resolution to
that effect, and all the owners received written notice.
Perhaps not surprisingly, certain owners objected to
the Special Assessment, and circulated an open letter
attacking the Board’s diligence and skill in handling
the parking dispute and the subsequent litigation.
They wanted the Special Assessment suspended, and
a review committee appointed. Nonetheless, at the
May 2011 Annual General Meeting, the other unit
owners ratified the Board of Directors’ actions.
A group of owners then decided to sue the Board in
Small Claims Court, claiming that the parking dispute
was actually a private matter between certain owners
and the other corporation that leased them parking;
they felt that the condo corporation’s money should
not have been used to try to litigate the issue. More
to the point, they claimed that each condominium
owner should not be saddled with personal obligations as a result of that litigation’s unfavourable outcome.
Unfortunately for those owners, they delayed in
bringing their claim until June 2013 – more than two
years after the May 2011 Annual General Meeting
that ratified the Special Assessment; in other words,
they missed the two year time limit imposed by the
Ontario Limitations Act. The matter was initially dismissed by a court on this basis, and owners appealed.
The appeal court agreed that the owners had missed
the deadline. Under the Ontario Limitations Act,
2002 which governs the time-limits within which any
court actions must be brought, the disgruntled owners had two years to commence their action, with the
time-limit commencing on the date on which they
knew they had a potential claim and that they had
possibly suffered damages. As the court put it:

of the Corporation’s money to fund a private dispute,
and the subsequent imposition of a Special Assessment. The [owners] knew that some loss or damage
flowed from that wrong when the Board’s decision
was ratified at the Annual General Meeting. From that
point forward, only court proceedings could remedy
the wrong.
The court also rejected the owners’ argument that the
clock could not start ticking until the first instalment
of the Special Assessment was actually due (in July
2011), and that this was the point at which the existence of “damages” was made clear to them. To the
contrary, the court found that the Special Assessment
“went live” to both existing and new owners the moment it was imposed in May 2011, primarily because
at that time the Board passed a by-law permitting it,
and included it in a Status Certificate that was given
to any potential new buyers. (And note that under
provincial condominium legislation, a Status Certificate also binds a corporation immediately).
In the end, the appeal court confirmed that the owners’ court action simply could not proceed because it
was statute-barred.
See: Valentina Vasilescu Tarko et al. v. Metropolitan
Toronto Condominium Corporation 626 (MTCC 626)
et al., 2015 ONSC 982 (Div. Ct.), http://canlii.ca/t/
gg9kj
Toronto lawyer Martin Rumack’s practice areas include real estate law, corporate and commercial law,
wills, estates, powers of attorney, and family law. He
is co-author of Legal Responsibilities of Real Estate
Agents, 3rd Edition, available at www.lexisnexis.ca/
bookstore. He also has articles in Real Estate Magazine, Condo Elite, www.yahoo.ca/finance, Toronto
Home Magazine, Money Sense Magazine, and Newsletters of multiple real estate brokerages, real estate
agents, and other professionals. Website: www.martinrumack.com.

In this case, the alleged wrong was the Board’s use

JOB POSTING
Looking for a new job, career change or wishing to advertise a new position on the REIC
website. click here to view The Career Centre
REIC offers a career posting service that’s cost-effective advertising of positions available in the
real estate industry, for further details, contact sandra.demedeiros@reic.com
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Government Relations at the Toronto Real Estate Board
By John Lusink, Broker

A

recent inquiry from
a Broker/Manager
prompted me to write
this article on some of
the major issues the
Toronto Real Estate
Board’s Government
Relations Committee
(also known as GRC)
has been tackling the
past several months.

Last year, TREB’s GRC
began working with the
provincial government on Bill 55, Stronger Protection for
Ontario Consumers Act, 2013 and more specifically on
regulations, which contain amendments to the Real Estate and Business Brokers Act (REBBA), 2002. While this
Bill was passed in December of 2013, the development
of the regulations was delayed in part due to the 2014
provincial election.
Representatives from the Ontario Real Estate Association
(OREA), the Real Estate Council of Ontario (RECO) and
TREB, participated in several meetings to provide critical
industry input. The main thrust of the Bill was to deal with
perceived issues surrounding “multiple offers” in competitive bid conditions. The Bill also addressed changes to
REBBA to permit more flexible fee/commission structures.
As a result of industry involvement, several key changes were adopted which should mitigate some of the red
tape burden on REALTORS®. Three significant changes
included; the prohibition of a registrant (REALTORS®)
working on behalf of a purchaser from presenting or representing an offer unless it is in writing; that the selling
brokerage retain copies of all written offers or certain information in a “prescribed document” for a period of one
year after receiving the written offer; and third, all commission or remuneration payable to a brokerage shall be
an agreed amount or percentage of the sale price or a
combination of both. Look for the Regulations to come
into force on July 1, 2015.
Since 2008, TREB has actively supported the REPEAL of
the City Of Toronto’s Land Transfer Tax (LTT). During a
recent deputation at the City’s Budget Committee, TREB
made two recommendations to address some of the inequities that have arisen since the LTT’s implementation.
The first recommendation was to increase the maximum
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allowed rebate for first-time buyers. As a result of rising
prices since 2008, the average LTT paid to the City has increased by 102% while the maximum allowed rebate for
first-time buyers has remained unchanged. The second
recommendation was to raise the LTT tax rate threshold
upward to account for the rate of inflation. Currently the
highest rate of 2% kicks in on homes priced at or above
$400,000, which was the average price in 2008. The
current average price is $610,000 forcing purchasers of
below average priced homes to pay the highest LTT rate.
In addition to the initiatives listed above, TREB’s GRC is
also working on: pending changes to the Condominium
Act, new regulations for the home inspection industry,
electronic signatures and Metrolinx transportation funding. This list is by no means complete. TREB’s GRC is
also actively engaged in political outreach, which involves meeting with politicians of all stripes, attending
fundraisers and hosting civic events in York and Durham
Region as well as the City of Toronto.
The credit for such an active GRC agenda goes to the
amazing TREB Member volunteers who dedicate their
time, energy and expertise to advancing issues matter to
the real estate sector.
John Lusink
Regional Vice-President, Broker
Chestnut Park Real Estate Limited
John Lusink, a certified coach, instructor and trainer,
currently serves as a Director on the Toronto Real Estate
Board and is the Chairman of the Government Relations
Committee. Over the course of his career, while attaining
his CCIM, CRB, SRS and FRI candidacy, he has worked in
high level senior management positions with both Royal
LePage and Re/Max.

MENTORSHIP PROGRAM
Toronto REIC Chapter Mentorship Program
is now available, for more details on how
you can be part of this program,
call Beth Mckenzie at 416-491-2897 ext 248
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Single Women are Choosing Condos
By Barbara Lawlor

CMHC statistics show that
one-person households are
on the rise in Canada, and
that by the 2020s will be the
single biggest type of household. Women represent a
significant percentage of this
trend. As of 2011, the most recent year for available data,
65 per cent of condo owners living alone were women –
and that percentage rises to 76 for women 55 years of age
and over.
At Baker Real Estate Incorporated, we regularly see evidence of this trend. One-bedroom suites are selling like
hotcakes, and I would guess that approximately 25 to 30
per cent of our sales for our clients are to female buyers.
Some of these women are savvy investors who recognize
a tremendous return-on-investment opportunity; others are
purchasers who intend to live in the suites they buy because they appreciate the community and security aspects
of condominium living.
They come from all ages and walks of life, from first-time
buyers wanting to get into the market and start building
equity, to seasoned professionals who see the value in liv-

ing close to where they work, to widowed women who
live alone. Even today’s compact suites offer spacious living because of their efficient layouts. In addition, people
need less space in a condo because of the wonderful amenities included in the building. When you have a large fitness centre only an elevator-ride away, you can use your
personal space for things other than exercise equipment.
Women also appreciate the immediate community that
comes along with living in a condo. Amenities are gorgeous spaces for interacting with neighbours, and the
Concierge provides screening for visitors and “eyes on the
street.” Modern features such as monitored cameras in the
underground parking garage, enter phone and in-suite security systems also add a level of security. Plus, in a condo,
there is always someone close by when you need help.
Last, but not least, condos offer that glorious sense of freedom when traveling. Just lock the door and leave, knowing that your “baggage” does not have to include worry
about maintenance and upkeep. For professional women
who travel regularly, this is very important. Women are really coming into our own in the world, and I say viva the
condo!
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The Power of Trust
By Michelle Risi, Royal Lepage

R

ealtors
who
started
their
business
practice
in the 80 and 90’s
have witnessed first
hand the degree at
which the landscape
of the industry has
changed. The once
vertical relationship
between
realtor
and client, whereby
a realtors® value
was centered on
their position as
gatekeepers
of
information, and where trust was placed in this power,
is now a thing of the past. In today’s virtual world,
where access to information is readily available, the
power has shifted and so has the trust.
The transactional mindset is slowly changing, and more
people are starting to see the value in relationships
and how powerful trust is for building a successful
business. This couldn’t be truer for those working
Strategic Alliances.
A Strategic Alliance focuses on creating a relationship
with a complimentary professional (ie: an accountant,
legal professional, investment advisor or a home
service provider) creating an environment where the
respective professionals can share their database of
clients.

Think about that for a moment! If you are successful
at earning the trust of your clients, then what you say
to them matters. Bob Burg’s famous quote “All things
being equal, people do business with, and refer business
to people they know, like and trust”, illustrates exactly
why Strategic Alliances work. If you recommend a
complimentary professional to your clients, that sense
of trust has the potential to be transferred. “All things
being equal”, is an important piece to this formula
however, because building Strategic Alliances is not
about finding a random person to share business with.
It is important to make sure that you find someone
who is like you, who shares the same values as you,
and who will treat your clients the same way you do,
and vice versa.
Many challenges that realtors are facing today have
been caused by this shift in power and trust. Realtors
have been left feeling that they need to slice and dice
their business into modular pieces, and scramble to
find ways of regaining a sense of power back. The
solution to this is clear. Build a relationship business
with your clients and your alliances, and you will start
to see that the power is found in the trust.
Michelle Risi is the Executive Vice President for
Royal LePage Your Community Realty in Toronto,
Ontario. Michelle is also a Director at the Real Estate
Academy™ and is the President, Your Community
Realty Toastmasters.

Would you like to meet new people, have fun & improve your
business skills at the same time?
Volunteer to help with any of the REIC Toronto Chapter
Committees. There are plenty of choices to entertain yourself
while making business connections. If you would like to
participate send us a line to info@reictoronto.com

We’ d love to hear from you!
If you have something that would be of interest to the
membership, we would be happy to consider it for a
future issue.
Please send us an email to whatsnew@reictoronto.com
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Strategic Planning Session January 31, 2015-02-27
By Eugene Korneluk CPM®

T

he Board of Directors along with three past chapter
presidents met at REIC national offices on Saturday
January 31, 2015 to discuss the Toronto Chapter’s
strategic plan for the coming years. Our session
began with an update of the national strategic plan by
Executive Director Maura McLaren CAE. Statistics about
the Toronto Chapter were revealed – summarized as
follows:
•Membership has grown from 433 in 2010 to 474 in
2014.
•Designations breakdowns – 38% FRI, 24% CPM, 9%
CRES, CRF 8%, CLO 7% (CLP, CMR, CMOC 4%),
ARM, CRP 3% each, CRU, ACom 1% each.
•Greatest growth – FRI 222-240 members the past
year.
•Gender make-up 134 women versus 333 men.
•Demographic age groups – 5.6% 75+, 12.6% 65-74,

28.3% 55-64, 24.8% 45-54, 13.9% 35-44, 3.9% 2534, 10.9% 18-24.
•Membership tenures in years – 1-5 =103, 6-10=61,
11-15=54, 16-20=54, 21-25=44, 26+ = 109.
Since our last strategic meeting in March 2014, our shared
goals were reviewed and priories adjusted as required.
Some objectives were dropped as National staff are
working on a number to tasks for all chapters benefit.
Our latest member’s survey results were consulted.
Our main emphasis is being shifted to greater member
engagement with candidates and valued designations in
the industry.
Our website is to be updated continually to current
status. A virtual library is planned for archive reference
and director use. Our marketing committee is already
starting work on greater member engagement. This year’s
planning session was an inspiring success on behalf of all
chapter members. Special thanks to Johnmark Roberts,
Winson Chan and Ron Fraser for their guidance.

SPONSORSHIP PROGRAM
Corporate sponsorship introduces your business to the most successful people you work within real
estate, and affords your organization the opportunity to access key decision makers. It also offers
your organization the opportunity to be visible promoters of your business through the real estate
industry through our programs, seminars and tours. Please contact us at info@reictoronto.com
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The Secret to More Customers: Identifying Their Blind Spot
By Richard Robbins, Real Estate Training Programs

A

s a real estate sales professional, the value you bring
to the marketplace and consumers is extraordinary. I
know it, you know it, and I’m certain your
past customers know it -- but in today’s information era, many buyers and sellers have
trouble seeing your true value.
So how do you spread the word and communicate your value to those who think the
internet can tell them as much or more than
you when it comes to selling real estate?
The answer: Teach them something they
didn’t know, they didn’t know. Great sales people identify problems that need solving rather than shout out ‘un-

asked for’ solutions to problems that don’t really exist.
Great real estate professionals help consumers see things
they didn’t see for themselves – I refer to
this as identifying their blind spot.
Most sellers and buyers don’t know they
have a problem, and your job, as an influencer is to identify a problem they didn’t
know they had; then bring forward the solution. The number one question you should
be asking yourself daily is… what problem
am I solving for my customers? Knowing
the answer to this question will bring more
customers than you could ever imagine.

The Greatest Business Lesson My Father Taught Me

L

ike many fathers, my dad was an enormous influence in
my life. In my case, though, my dad was also my boss
when I was in high school, and that gave him an extra edge in
the impact department.

For my father, the employees who demonstrated this character trait—extreme reliability—were his most valued. As I grew
up and began to build my own business, I discovered that
they were just as valuable to me, too.

As a teenager, I wasn’t always a model employee. I would
often make excuses for not having completed tasks at work
like, “I didn’t have time,” or “I was busy.”

My dad was hard on me at work, but his lesson to be reliable
and keep your word is one that I remember and act on to this
day.

My father’s response to those occasions was crystal clear. He
told me, “You can’t produce results and excuses at the same
time.”

Like me, you can use it to increase referrals, help you add
great people to your organization, and change the way you
feel about the work you do.

He was, of course, absolutely right. One of the greatest qualities in a human being is when they say they’re going to do
something; you just know it will get done. You never have to
have to think about it again.

Richard Robbins | CEO
Richard Robbins International Inc.
Unleashing Your Potential in Business and in Life
www.richardrobbins.com

Vancouver Beckons
Registration is open for the 2015 REIC Annual Conference and
AGM taking place May 26-28 in beautiful Vancouver. Enjoy
3 days of mingling and networking with REIC Members from
across disciplines and across Canada. The conference program
includes learning sessions with informative workshops from
industry experts in leadership development, real estate industry
forecasting, social media and chapter development. Speakers
include IREM President-Elect Christopher Mellen, CPM,
ARM; Ozzie Jurock, FRI; IREM immediate past president, Joe
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Greenblatt, CPM, and social media expert Rebecca Mountain.
Fun and engaging networking opportunities abound throughout
the conference and include the IREM dinner, an offsite
networking dinner at Grouse Mountain, a sector networking
lunch, and the Awards gala dinner.
Save $100 on a full registration package with the early bird
special (ends April 30). Visit the REIC website at www.reic.ca /
Events for further information and registration details or contact
Natalie Wallace at natalie.wallace@reic.com.

IREM Corner
By Ken Finch, FRI, CPM, ABR, Broker

S

earching for Greatness with the IREM’s ‘REMEs’: The Real
Estate Management Excellence Awards.

Celebrating excellence in real estate management, IREM
is now accepting submissions for the 2015 Real Estate
Management Excellence (REME) Awards. For the first time,
IREM will be recognizing the work of outstanding real estate
management companies and individuals who are producing
innovative, leading-edge business practices and initiatives.
Sound like you? Tell your story for an opportunity to be
recognized by IREM - the best-known, trusted and relevant
source representing the real estate management industry.
Winners are guaranteed exposure to the public and an
invitation to share their successes in IREM’s JPM publication,
in education sessions, at IREM national meetings and on
IREM’s website.
The REME awards an inclusive industry celebration honoring
the best of the best. Some REME awards are open to anyone
in the real estate management industry. Other awards are
exclusive to IREM Members - which can be nominated by
peers OR self-nominated. REME awards recognize companies
and individuals engaged in real estate management, managing

any or all asset classes – commercial, industrial or residential
- and from companies of any size, whether local, regional,
national, or international in scope.
Categories include:
* Corporate awards for leadership, corporate responsibility
and workplace environment
* CPM, AMO, ARM and Student of the year awards
* Lloyd D. Hanford Sr. Distinguished Faculty award
recognizing IREM instructors
* J. Wallace Paletou award for contribution to the real
estate management industry or society
* And more...
So what are you waiting for? Submit your story today - because
you impact the quality of life in the GTA where people live,
work, and shop - and it’s time you are recognized for it!
View the IREM web site or contact info@reicToronto.com for
more details.
Toronto is IREM’s newest Chapter. Let’s get IREM Chapter
Council #119 recognized on a global scale!

Neighbourhood Spotlight
Ryerson Student Centre

N

ewly open centre brings Ryerson University to a new
level, representing a huge improvement to the Yonge
and Dundas neighbourhood. The building features a series

of innovative gathering spaces to serve students, faculty,
staff and the community, all encompassed in an attractive
patterned glass enclosure.
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Queen-Richmond Centre West Tour
By John Bowen FRI, CPM®, ARM

O

n March 3, 2015, we had the opportunity to tour
Allied REIT’s newest development property which
is it’s first venture into Class A space, while at the same
time integrating two brick & beam buildings into this
development, now known as QRC West. The historic
building at 134 Peter Street was previously utilized by
George Weston as a biscuit factory. This older building
was built around 1910 and adds much character to the
project.
During this hard hat tour we learned how the engineering
team was able to create a design to suspend a 13-storey
tower over a century old 4-storey building. This engineering
feat required one-metre diameter tubular steel columns be
fabricated overseas, shipped, assembled and welded onsite and then filled with concrete to support the new tower,
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known as Delta frames. The key to the successful design
are the 35,000 pound cast steel nodes which tie each delta
frame together. In addition, the cast steel nodes add to the
architectural elegance in the 70 foot high atrium. A rooftop
patio was created on the 5th floor for tenant use.
QRC makes reuse of an existing historic building and urban
intensification within the construction of a new tower which
has all the newest features which includes a 18 inch high
pressurized raised floor with under floor air distribution,
advanced building automation systems and daylight
harvesting systems with automated blinds and light shades.
Other features include operable windows, CO2 sensors, 6
high speed elevators, 3 emergency systems, two electrical
feeds and state of the art security and communication
services from various telecom providers. There will be
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an ample supply of bicycle parking and showers for those
wishing to bike to work.
Allied REIT is targeting LEED Gold certification and have
just welcomed their first tenant’s to the building. QRC
has created a healthy and sustainable work environment
which has resulted in a high occupancy rate within such a
short timeframe. Further move-ins are expected June thru
September into this 395,000 square foot facility. The top
two floors are still available with panoramic views of the

city skyline.
Thanks to Barb Bees, Alicia Scott and their team of
volunteers at Allied who were gracious hosts to the Real
Estate Institute of Canada members attending this tour
while construction was still in progress.
You can find additional information at:
http://www.qrcwest.com

REIC member-only discussion FORUMS
Stay connected and
informed. Anytime.
Anywhere.
To access/participate in
member forums:
1.
2.
3.
4.

Click Login from top of
website homepage
Enter login information
Select REIC CONNECT
icon
Select from forum list

For login or technical assistance contact
sandra.demedeiros@reic.com

As a member of REIC, you are part of a network of
like-minded professionals. Take advantage of this
vast network with the new member-only online forum
- REIC Connect!
•
•
•
•

Share knowledge on real estate industry
issues
Exchange ideas that improve best practices
Gain perspectives from industry peers on current and emerging trends
Network for business referrals

The REIC forum provides a platform exclusive to REIC members to exchange
information relevant to their specific sectors of interest and/or chapter.
•
•
•
•

National forum (for all members, for general discussions)
Sector specific forums (for all members, for sector specific
discussions)
Topical discussion forums (for all members, for discussion and
exchange on specific topics)
Chapter forums (members have access to their own chapter forum
only; for chapter news, updates, activity, events, etc.)

We encourage you to leverage REIC CONNECT to grow your personal network
through discussions on topics of mutual interest.
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